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CHAPTER I
INTRODUCTION AND PURPOSE OF STUDY
This study is concerned with "The Status of Distri-
butive Education in the Selected Junior Colleges."
Its purpose is to determine the curricular offer-
ings in the field of distributive education in junior
colleges and to determine whether or not a prospective
student desiring to enter a distributive occupation
upon graduation can receive sufficient education in
this field in a junior college.
Specifically, the questions which this study-
attempts to ansv/er are;
1. How many junior colleges offer
courses in distributive education,
2 . What types of distributive educa-
tion courses are offered by these
junior colleges.
3. In what years these junior colleges
offer specific distributive subjects.
4. V/hat distributive subjects are given
as electives and what are required
subjects at these junior colleges.
5. The trend in junior college distri-
butive education courses.
a. Has the frequency with which
distributive education courses
have been offered increased or
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b. Do the individual junior colleges
expect to increase or decrease
the number of such courses
offered in the near future?
(1) If a change in quantity
is expected what specific
courses will be affected.
6, The extent to which co-operative dis-
tributive education is offered by
junior colleges.
DEFINITION OF TERI^S
This study is concerned only with those junior
colleges that are active members of the American
Association of Junior Colleges.
For the purpose of clarification the following
definitions of terms frequently used in this study
have been taken from the Dictionary of Education.^
These definitions will be Implied whenever the use of
these terms occurs in the study unless it is definitely
stated otherwise.
Junior college . A junior college may be defined
as (1) an educational institution requiring for admis-
sion as a regular student four years of standard high
school education or its erpiivalent; offering two years
of work in standard college courses or their equivalent;
^Dictionary of Education
,
Carter V. Good, Editor.
University of Cincinnati. McGraw-Hill Book Co. N.Y. 1945.
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OP two years of work in courses terminal In character
of collegiate grade and quality; or both such standard
and terminal courses; and not conferring the baccalaureate
degree; (2) an educational institution requiring for
admission as a regular student completion of the tenth
grade of a standard high school or its equivalent;
offering four years of work, of which the first two are
on the senior high school level, while the last two are
similar to those given in two-year junior colleges, as
just defined; (3) an educational institution offering
three years of work, consisting either of the senior
year of high school plus two years of work at college
level, or of three years of work at college level.
All three types of junior colleges are commonly
classified as public junior colleges or private junior
college3--for self-explanatory reasons.
The terra was first used by President William Rainey
Harper at the University of Chicago in 1896 when he
said: "I use the name * junior college’ for lack of a
better term, to cover the work of the freshman and soph-
omore years.”
Distributive education , A branch of education
concerned with preparing persons to enter the field of
selling and merchandising goods and services and with
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increasing the efficiency of those already so occupied.
Distributive occupations . Those occupations con-
cerned with making available to consiamers the goods and









. Those subjects designed
to develop vocational skills in, import vocational
knowledge to, and set up proper ideals in those preparing
for or already engaged in distributive occupations, for
example, salesmanship, retailing, advertising, marketing
,




. An area of study dealing with the
principles governing the preparation and circulation of
advertisement and involving the general application of
the principles of salesmanship; frequently taught in
secondary schools and colleges.
Salesmanship
. (1) The art of persuading others to
purchase goods or services (2) a subject, taught both in
secondary school and in college, that deals with the
principles used by successful salespersons in selling
goods or services. (Note; the modern course in salesman-
ship emphasizes ethics and service to customers and
discourages high-pressure selling) Dlst . f. merchandising .
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Merchfindlsln^
. (1) Strictly, the act or process of
deciding on the kind, quality, quantity, and price of
goods to be offered for sale so as to meet consumer
demands; (2) the designation of a course offered in
secondary schools and colleges, often loosely applied
to a course in salesmanship.
Retailing
. (1) The conducting of a business that
sells in small quantities to the ultimate consimier; (2)
a subject taught both in secondary school and in college
that deals with the organization and conducting of a
retail business.
Retail selling
. (1) The selling of merchandise in
small quantities to the ultimate consuLier; (2) a subject
taught both in secondary school and in college that deals
with the principles of salesmanship applied to the work
of salespeople in retail stores.
Marketing
. An area of study, taught in secondary
school and college, dealing with the flow of goods and
services from the producer to the consumer; the broadest
of the distributive subjects embracing salesmanship,
advertising, and retailing (author’s note; Marketing
embraces the entire field of distribution, thus in
addition to these three subjects it must include wholesal-
jobbing, and all other steps a service or product
goes through before reaching the ultimate consumer.).
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Tirholesaline , (Not defined In the Dictionary of
Education but is an important aspect of distribution,
a most remunerative field, and a subject offered by many
four year colleges of business administration, ) An
area of study dealing with the middleman between the
producer of goods or services and the retailer,
Coxirse , Organized subject matter in which instruc-
tion is offered within a given period of time, and for
which credit towards graduation or certification is
usually given.




One hour a week of lecture or class
instruction, for one semester, or its credit equivalent
of laboratory, field work, or other types of instruction.




Alternation of study on
the campus with off-campus jobs, the two being so planned
that each contributes definitely to the student’s
education.
Terminal education . Education for the terminal
function of the junior college; the completion of formal
full-time education in the junior college.
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. ( jun. coll.) The function of
giving specific preparation along vocational lines for
occupations at the semiprofessional and other levels
that will qualify students for immediate places in speci-
fic life occupations and of giving general education for
citizenship and for life to other student,s who cannot
continue their formal education heyond the junior college.
It is apparent that the term "distributive education"









8. Various subjects under the above main
courses.
Thus it should be noticed that, while most of the
written material so far available on distributive educa-
tion is concerned mainly with the aspect of retail
selling, the term actually includes a variety of courses
of which retailing is but one phase. Therefore distri-
butive education is not just another term for retailing;
the former is broad term while the latter is a specific
subdivision of it.
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JUSTIFICATION OF THE PROBLEM
Sine© 1940 our economic system has been disloceted
by V/orld War II and its after-effects with the result
that our distributive occupations have not occupied their
previously important place in our economy. With almost
all goods and services in short supply all of the efforts
of private enterprise have been concentrated mainly upon
production and distribution was more or less automatic.
During this war period the resulting seller’ s mar-
ket caused a de- emphasizing of the distributive functions.
Selling was no longer required and competition was prac-
tically extinct. Sales organizations deteriorated and
salesmen went into production or the armed forces.
Advertising, while still great in dollar volume, became
mainly institutional rather than competitive and con-
cerned Itself v;ith maintaining good-will rather than
with selling,
Philip Salisbury, Executive Editor of Sales Manage-
ment
,
said that as late as the fall of 1947 intelligent
selling was still a rarity and hinted of the disastrous
consequences of this situation. He wrote of his experi-
ences while shopping for a Westclox Baby Ren:
If you are wondering what will happen when
all of the pipelines of Industry are filled up,
then you must go out, as I have done, and make
a personal shopping tour for some still scarce
article
’- ^ iTAOI^‘^XT>^ JT.
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After visits to 17 New York stores I not only
do not have a Baby Ben, but in none of these stores
did 8 salesperson or the boss make any attempt to
sell me another brand or model, although ever:y
store had clocks in stockj
Are we soft ? Oh boy—we have all the fierce
determination of soft jelly!
After the first six non- successful attempts
to get a Baby Ben, it became a game. I decided
to try thought transference to induce a sales-
person to suggest another brand or model, I
hung around making conversation after being
told, "Sorry, sir, vje don^t have any.”
I would say, "Aren’t the companies making any
ordinary alam clocks any more?" Or, "Are you
just temporarily out or haven’t they turned out
any since the war?" Or, "Have you any
suggestions?"
No dice. The nearest any salesperson came
to making a sales talk v/as this: "Why don’t
you come in again in a couple of weeks and maybe
we’ll have an allotment,"
The same store had some Big Ben’s, Waterbury’s,
and New Haven’ s, and many electric clocks, but
no attempt was made to call my attention to them.
In another store no salesperson came over to
help me, although three of them were idly gos-
siping at another counter! I caught the eye of
one, but he stared right back without starting
over to see if he could sell me something, and
I walked out.
Try the same stunt yourself. It will dis-
courage you about the future buyers’ market;
but v/hen you realize how serious the situation
is going to be, perhaps you can figure out a
training and inspiration plan.
But don’t expect too much intelligent selling
until retailers find the hard way that thp only
way to ring the cash register is to SELL.^
^Philip Salisbury "What Has Happened to Selling?" Sales
Management
,
October 15, 1947, P. 11
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Further information on this situation was given by
A. J. Cloud and W. C. Marsh, They wrote in September,
1945:
At present, the quality of salesmanship in
stores is at low ebb, primarily because the stores
have been compelled to fill jobs with inexperienced
unstable or disinterested employees. Furthermore,
the scarcity of commodities has made "selling
effort" unnecessary. However, with the termina-
tion of the war merchants now foresee an improve-
ment in the standard of salesmanship and main-
tain that training in retail subjects will be
emphasized more than ever before. Thus, it
may be anticipated that the stores v;ill look
to the schools to provide them with alert,
efficient students.^
These two writers spoke specifically of the value
of junior college educated personnel:
Nevertheless, even under war conditions
the stores maintained that the students pro-
vided by the Junior College were of higher
quality than those the stores were attracting
from other soiirces,*'^
A special report by the Twentieth Century Fund
showed the importance of distributive occupations in
normal times. Its authors stated:
Only 41 cents of every dollar expended
by American consumers for goods of various kinds
goes to the producers of the goods. The other
59 cents represents the cost of distribution.^
J. Cloud and W. C. Marsh "A Terminal Program Dove-
tailed with Industry" Junior College Journal 16:12,
September, 1945.
^Ihid, 16:11
^P. W. Stewart and J. W, Dewhurst
.
Does Distribution Coat
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Fortunately, in the latter part of 1946 the produc-
tion of many items began to equal and then surpass the
demand for them and in the Industries concerned the
distributive occupations began once again to take their
rightful place. As this is being written, in the early
months of 1943, each passing day sees selling required
in more and more businesses and it v/ill not be too many
more months before our distribution system is once again
back to normal.
This in Itself will create a demand for more and
better distributive trained personnel. With emphasis
on more and more production in the past seven years our
nation’s factories are capable of producing at a much
faster rate than ever before. Thus when the great
pent-up demand for goods is finally satiated the responsi-
bility for keeping the American economic system in balance
will rest entirely upon the shoulders of our distributive
personnel, Tt is they who must show the people their
need for more products; it is they who must keep the
wheels of Industry t^Jirning by selling more and more of
its products.
Speaking of this increased productive capacity and
of its affect on our economic system, Raymond Bill,
Chairman of the National Distribution Council said;^
^Raymond Bill "Foreword” Opportunities in Selling U,S.
of Commerce, Washington, D, C., 1947, p, XV
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Either we must make the jobs go roiind by
shortening the work week or we must make the pro-
duct of increased production go round by better
distribution. Herein lies the greatest challenge
to distribution in all its phases for progress
in living standards of each and everyone of us
lies in finding ways and means by which the
Nation’s distributive capacity can be made to
keep pace with its full productive capacity.
We must make distribution and selling more
effective, more efficient, more scientific.
During World War II, v;e about doubled our
capacity and ability to produce. We did this
despite the fact that over 10,000,000 of our
most physically-fit men were then in uniform.
Clearly, their return to civilian life and the
change-over from war to peacetime production
presents a collossal challenge to distribution,
especially selling. This challenge must be met.
How well prepared to meet this challenge are our
distributive personnel? One needs but hark back to the
war years and remember the attitude of almost everyone
v/ho had anything to sell to realize the depths to which
the art of salesmanship has fallen. Manufacturers,
wholesalers, and retailers sre now faced with the results
of not having to sell for these many ^ears, Sales-minded
personnel with the proper attitudes and training are
difficult to find.
With the prevalent fear of the results to our econo-
mic life of the current high prices and with production
costs difficult to lower because of high fixed wage
schedules it is apparent that a major aid to our busi-
ness structure can be made by more efficient distribution.
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Personnel trained in market analysis and research can
search for more efficient methods of reaching the con-
sumer and can help prevent waste by determining what can
be sold where and how it can be sold best. Personnel
trained in sales and advertising can help create more
demand for our products by properly convincing the con-
sumers of the service qualities and satisfying powers
of these products.
History is replete with examples of how products we
now consider as essential were hooted and jeered at by
Intelligent people when they were first introduced.
Products are rarely invented, developed, and produced
because the consumers demand them. Instead, it is
necessary for distributive personnel to create a desire
for new products after they are developed.
Certainly prospective customers v/ere not lined up
in front of the Wright brothers’ door demanding that they
hurry up and Invent the airplane. Nor was Henry Ford
beseiged by people anxiously awaiting his first auto-
mobiles, Without advertising and salesmanship and with-
out marketing experts to establish efficient channels of
distribution the world might never have Imown the benefits
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This is verified by Robert S. Moore, ^ a frequent
contributor to the leading business publications* He
wrote
:
(Xir rapid rise to the highest standard of
living in the world has not been automatic. It
has been to a large extent the result of successful
selling.
You might say the rapid development of our
country was due to the work of our scientists,
our inventors. True. But their discoveries,
their inventions had to be sold.
Ell Villi tney’s cotton mill was ridiculed
when he Introduced it back in 1792. People
always resist change. They cling to old habits
until someone sells them a new habit to replace
the old one.
Remember what happened in 1876 to a young
man with great vislon--.Alexander Graham Bell?
The public just could not and would not believe
that you could talk over a tiny wire. The
telephone had to be sold.
Today, in this advanced age, you would
think that most families would insist on having
all the nutritional advantages of homogenized
milk enriched with Vitamin D. Do they? No,
Vitamin D milk has to be sold,
Bill^ further stated that the ideal allocation among
occupations in all countries where standards of living
are comparatively high is a few people engaged in the
service industries, especially distribution. This
^Robert E, Moore, Man Alive, Harper and Brothers, New
York, 1947, P. 3.
^Bill, Opportunities in Selling, P. 9.

proportion in distribution must now be larger than it
was before the war.
To show the relationship between the developing
economy and the number of people in distribution and
service, Bill showed these comparative figures.
TABLE I















Here the trail of economic development is clear.
In a primitive economy, most people were engaged in
farming. As the economy developed, more people were
engaged in manufacturing. After it became even more
highly developed, more people were employed in distribu-
tion and service-- to the expense of both agriculture and
manufacturing.
Thus, according to Bill, some economists believe
that high concentration of people in the distribution
and service industries is the best sign of a high standard
of living, we must welcome and plan for a larger movement
into the distribution and service occupations.
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Therefore, the individual opportunities in distri-
bution and selling will indeed be excellent. In fact.
Bill claims that the twentieth centurj bids fair to win
its place in history as The Age of Distribution,
In 1930 (the last ’’normal" year for which figures
are available) one out of every eight, or 12^%, of our
gainfully employed population was engaged in distributive
occupations.^ Is a like percentage being trained for
such jobs? Dr. Kenneth B. Haas said;^
It is estimated that 150,000 youths eighteen
to nineteen years of age find their first employ-
ment in distributive occupations each year. An
additional 130,000 persons between the ages of
twenty and twenty-four enter the distributive
field every year many of them from other occupa-
tions. Relatively few of those entering the dis-
tributive occupations have had any effective
vocational training for their employment. Largely
because of the lack of training on the part of
the employees the rate of labor turnover in
retail stores is extremely high, probably 25
per cent or more annually. Much of the labor
turnover and many of the business failures can
be traced directly to Incompetency of personnel,
due to lack of adequate training. There is no
doubt that adequate and appropriate training
for owners, managers, executives, and store
workers would result in more economical and
efficient merchandising methods, a reduction in
labor turnover, and a consequent reduction in
the costs of operation.
^Census of the United States
, 1930, Report on Occupations
^Kenneth B. Haas "Co-operative Part-time Training Pro-
grams" Vocational Bulletin No, 205
,
U.S. Government
Printing Office, Washington, D.C., 1939, P, 6
I'.i *ielw Jtiu/Jt'i ori-j
,^03*1 III , n^Si'^)f>xo xjef'hnJ. l''fti' noJ^jid
rttv? oJ ^.blo ^•ifutnt.'j ^ictdt^nQWCf » 1"
,
W
‘T.-triiQ lo ^ n« \iir[oJe/ir{ aoalvi 8:‘l
ra^rii^i l 1 ,‘jx '}••'•' -'Oi IB©/ ” C-imon” .•«/
I
cr[^ ) O .; f ril
'UJO lo t 'io v.'xov© lo ©uo < 't»adi'.XlB7j-«
©'/ictxjdi‘iJeli> rri - .^oXdt^XiX'JOq bQ-soXqfue
•lo'l jjXTltjiX ;^3£*rtso'i©q oxa f a f- .anold-HQtirtoo
;:* /'• :fd©Jra^ .‘iC ?Kdc{, anxjii
-vol ojn / dATil ‘iJo.fv i)nX't ? 3 'to e‘x.Re>: a^edaorit od
\:A .*1/:^'^ rios© BaoXii-u^iJiS'To avi j'lral'i.. n Jb al. ctnom
"io orfct ao©’vrtf»d '^ooa^ oo OOC T XsnoiJibbfl
av U -j M' ‘rcio .1 .v^n^vv:}
-euuooa '-.fficto xfoT" to ^njeni ‘199^^ bl&Xl
-, ID
^
ni*J {.'<* ij'-. ‘10 wet y jd-'iJAC-
^
;j vi I'i'ir ViijX AO vfOOC ©v i.t CfO L" "t
.
J iTOrrr^oXoC’.^i' •lo'l lAD'“t**Prov
Xi- dTp.q ©da no ^rinf-AinC' 'jo liof; C odo 'to encr-toed
ai •x-'V’on'i.ud rtocIrtX lo ©d*’*- ef";.* 8'3‘:t;cf
d^’ ^XctacioDO .rfpfd b 1 co*^od«*. XbBra*!
odd lo ilouM .vIlAoncxA to Toq
n«i' ao'frri?jt ?:rv.nififo odd ‘lo in«(’ bra 'roocrrrri/d
.lonrf.-'n'jo- '"c-' v.isnedfKjynoortl oj ^IdoeniJ; ©d
on rX -Vr . ,fff:nXond ©.' jr lo d'.- X ©id;.-
:.4r.rnXA>Td oi '^^•ooo''i • - v'ld dcfijob
.'•’'tocift bna ^:. i't’i jupc-x.© . •’.• rrAfO *jn'l
r.eo jdnor.x^po aTOi- n.t did^on M;.'.v
nl : ..iv-rpi/'jo'T 7 ,R.t-oridt-.,.i ^^.!leiiJfIPi'i^'•'•^iV! dn-Xr- tit©
nX nOxdx>ifJboT: d-.'efjp©Bnrj': « brra ^t,‘ v .an- 'd 'ic'do.i
.olOoT©q< 1.0 aiid
' Rnoid^LUoqC no ,0(^61 ^ *•*>''
3
nod.^nri ©do to a *"n©C ''iX
'iitinle'il' ©tvrtcr-d'it’‘l uvXdA^aiqo- nO*' adA'-ned *
dnnmnQV'Ox) .
.
tdOS <.;Xd©XXaa X©-!c tt *> oc v
C
Thus it Can readily be seen that a large number of
young people of the age of topical graduates of junior
colleges ere entering the distributive vocations each
year. It is the purpose of this report to determine the
extent to v/hich junior colleges ere helping to train
this group of workers.
Herbert Tonne said:^
Distributive occupations continue to be
given major consideration in magazines and
textbook discussions, but the number of schools
that offer any kind of distributive training
is still small,
Harold B. Buckley, former Chief of Business Educa-
tion and Director of Distributive Occupetlonal Training
for the Commonwealth of Pennsylvania wnlting of the
business education situation in his state said:^
Today, unfortunately, the future business lead-
ers of Penn, (and of America) --the business leaders
of tomorrow' are being offered... a narrow program
of studies or series of experiences as business
education that cannot be justified. Can train-
ing of eighty per cent of the students of the
high school commercial department for steno-
grapher or bookkeex)er positions be justified
when research in the form of a follow>up survey
of the graduates reveals that eighty i:)er cent
are being employed in other business positions--
flfty per cent in selling and store positions
~r distributive occupations and thirty per cent
in ordinary office clerk positions which require
no knowledge of shorthand or bookkeeping?
iHerbert A. Tonne Business Educe tion Basic Principles and
Trends
,
Gregg Publishing Company, New York, 1939, P, 9
^Harold B, Buckley "The Need of Distributive Occupational
Training in Pennsylvania" Distributive Education Review
Mass, State Dep*t of Ed., Boston, 1941, P» 67
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. . .most schools are still holding fast to
a narrow business education program of studies
which was all right, perhaps, in the horse and
days of 1876- -the approximate period of
the invention of shorthand and typewriting, and
the popular private business school beginning
of stenographer and bookkeeper training for
the small business. . . ,
Buckley stated further that present business educa-
tion coiirses cannot be justified on the basis of modern
research. He said that surveys revealed the following
information about high school courses:
1, Forty to fifty per cent of business
students are enrolled in stenographic
training,
2. Forty to fifty per cent of business
students are enrolled in bookkeeper
training.
3, Office clerk and business machine operator
training is rarely offered and only 10 per
cent to none of the business students
enroll for this training.
4. Salesperson and store worker training is
rarely offered and only from ten per cent
to none of the business students enroll
for it.
Then he further stated that actual follow-up survey
showed that the following percentages are what actually
should be taught on the basis of positions the students
receive upon graduation:
1, Stenographic training should only be given 10^
2, Bookkeeping training should only be given 10%
3, Office clerk and business machine operators
training should be given at least 30^
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4. Distributive occupational education should
be given at least 50% of the business students
He believed that the latter two types of education
should be given as a two-year curriculum rather than as
just incidental courses.
In conclusion, Buckley stated
At least 50 per cent of the students enrolled
in the high school commercial department should be
guided Into choosing and training to become sales-
persons and store workers. This is in accordance
with the number of such positions a follow-up
survey usually shows were obtained by graduates.
Five t5.mes as many students should be trained for
salesperson and store work positions as are trained
for stenographer or bookkeeper positions. Accord-
ing to employment opportunities two and a half
times more students should be trained for sales-
person and store work positions than the total
number trained for stenographer and bookkeeper
positions together, Pollow-up surveys show that
the number of our graduates who begin as sales-
person or store worker is equal to the combined
number of those who start as an office worker--
stenographer
,
bookkeeper, and office clerk doing
business machine operation.
In a recent article in Sales Management, H. H,
Maynard, Professor of Marketing, The Ohio State University
presented some interesting figures taken from a report
by the Placement Director of the College of Commerce and
Administration of The Ohio State University, This
report, dated July 1, 1947, detailed 76 positions recently
taken by alumni of this college. Of these, 5 were in
statistics, 3 in transportation, 8 in production, 7
^Ibid, P, 69
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20
under the miscellsneous classification, 11 in merchan-
dising, 19 in accounting, and 23 were in sales or sales
training. Thus, 34 or close to 50 per cent of the posi-
tions reported in this survey were in the distributive
field.
^
Quoting another report by the same institution in
3946, Professor Maynard again emphasized the importance
of distributive education. This time 247 recent graduates
of this college were questioned. Thirty-five per cent
of the young men and women entered sales work, 10 per
cent went into retail merchandising, 20 per cent became
accountants, production attracted 15 per cent, air trans-
portation was entered by 10 per cent, and miscellaneous
positions accounted for 10 per cent. By far the largest
single group of graduates, 45 per cent, entered the
distributive field,
^
Incidentally, these figures emphasized that retail
selling is but one phase of the general field of
distribution.
Tonne added further figures to show the importance
of distributive education:^
H. Maynard '’Are Collegians Y/arming Up in Their
Attitudes Toward Selling?" Sales Management , October 15,194 7
2 Ibid
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Distribiitive occupations rank third in the
niunber of persons emi:)loyed. Nearly eight million
people are occupied in some form of selling or
distribution. There are more than a million and
a half independent store owners in the United
States alone, and the yearly total voluK^e of
store sales runs well over forty billion dollars.
However, in spite of the opportimitles for employ-
ment thus presented, few students are being educated for
the distributive fields. Specifically, Tonne saidr^
Yet only about seventy-five thousand students
are receiving distributive training in the secon-
dary schools, ?'hereas about a million pupils are
studying shorthand and bookkeeping. Notwithstanding
the fact that high school graduates have much
greater opportunities for employment in distri-
butive occupations than in shorthand, bookkeep-
ing, or general clerical v/ork, the courses in
these subjects are crowded, while distributive
training has been comparatively neglected,
Buckley and Tonne were, of course, speaking specifi-
cally of high school education. However, the figures
they presented and the conclusions they reached are
valuable to junior college administrators because junior
college graduates enter the same business world and are
presented the same job opportunities as the high school
graduate.
Because of a clause that requires that the training
under it be lower than college grade, the George-Deen
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However, it is indicative of Federal encouragement of
distributive education. By an annual Federal allotment
to the states, matched by the states at an increasing
percentage until it is nov; dollar-for-dollar
,
it pro-
vides funds for co-operative distributive education.
This has proved a great boon to co-operative, part time
distributive education at the high school level. Further
mention of this legislation as it affects junior colleges
is made in Chapter II,
Writing specifically of the opportunities of distri-
butive education at the jimlor college level, Guy M,
Winslow, former President of Lasell Junior College, said:^
In 1955, it came to the attention of the
officers of the college that nine of its former
students were employed in one Boston Store--
Filene’s, No one of these students had any
specific college training for the work which
she vi/as doing, :^uite obviously the question
arose as to v/hether the college might not
better serve those students who in the future
would take up store work by offering a curricu-
lum with special reference to their needs.
Therefore, the catalogue of 1956— 37 contained
a suggested outline of a "Merchajidising Course,”
Lasell has received many letters from store execu-
tives expressing great enthusiasm and appreciation for
the work done by Lasell graduates, end Mr, V^inslov/ stated
that their students have been employed in department
^Guy M. Winslow ’’Co-operative Merchandising at Lasell”
Junior College Journa], 16:5, September 3.945
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stores from Maine to California, He mentioned by name
nine of the country’s largest department stores where
Lasell graduates have been placed and added that a number
of the girls have established stores of their own.^
Mr. Winslow related the need of distributive educa-
tion in junior colleges, as evidenced by the experience
of Lasell’ s graduates sald:^
In general, their experience is a strong
demonstration of the great need which there is
for a much wider participation in the education
of young women for store jobs. The retail field
needs young people who are equipped by background
and experience to offer intelligent services to
customervSa An increasing number of customers
request practical information concerning the
appropriateness and serviceability of their
merchandise. Progressive store executives,
long alert to the importance of well trained
personnel, have broadened their educational
requirements and improved the employment condi-
tions within .their organizations in order to
attract and hold skilled workers on their staffs....
The great field of merchandising offers
many excellent opportunities for trained workers.
There is real need and a growing demand for
such help. An endless variety of positions is
open end available for both men and women.
The training is sound, fundamental education
valuable in any walk of life. It is ardently
to be hoped that in the years ahead our store
executives may be able to demand of their
beginning w'orkers at least as much special
preparation as can be obtained in the two
years at the junior college level. With the
war over, we expect all the growth in this
llbld, 16:8
2lbid, 16:9
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department that we can accomodate with fairness to
other departments of the college, end continued
satisfaction in the achievements of this group
of graduates.
Thus we have the observations of one of the leading
junior college educators in the country.
It is interesting to note that in the above quotation
Mr, Winslow spoke of distributive education as "valuable
in any vmlk of life." Certainly nothing is more impor-
tant to success in any field of endeavor than the art
of salesmanship. No matter how good a lawyer, or expert
a doctor, or fine a piano player the individual might
be, he must first sell himself or his ability to someone.
The world is full of people v/ho are experts in their
field but who have failed in salesmanship; likewise,
otherwise mediocre men have become brilliant successes
because they were good salesmen. Selling, after all,
is mainly the art of convincing people--an art in which
a] 1 who aspire to leadership must be proficient.
Six years earlier Mr, Wlnslov^ had expressed his
belief in the value beyond the immediate vocational ob-
jectives of distributive education courses. Of such
courses he wrote:"
^Edltha Hadcock and Guy M. Winslow "Merchandising
Course at Lasell" Junior College Journal 9:470, May 1939
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We feel sure that the knowledge and experience
acquired will, all considered, be as valuable to
them as that obtained in any other of our courses.
Writing of the opportunity presented the junior
college for pioneering in distributive education, Donald
K, Eeckley stated
The current expansion of junior college enroll-
ment provides an appropriate opportunity to examine
in detail the rjl^ce of distributive education in
the junior college- curriculum. The rapid growth
of programs for the training of workers for
distributive occupations during the past decade
has indicated clearly the wide interest that
exists in this area of vocational education...
The junior college has an excellent oppor-
tunity within the next few years to assume an
outstanding position in the distributive educa-
tion field. Much that is important and useful
concerning store work can be taught in two years.
Retailing in general has not yet made the error
of regarding the possession of a degree as the
symbol of acceptable academic accomplishment.
Junior colleges are fortunate in being suffi-
ciently flexible to adapt their programs to
changing needs of the field, and here again
they have a decided advantage.
Thus Mr. Beckley showed that of all educational
institutions the junior college has perhaps the best
oi^portunity for leadership in distributive education.
Support for his views may be found in the "Help Wanted"
advertisements of metropolitan newspapers. In advertise-
ments for salespersonnel one often sees the phrase:
^Donald K, Beckley "Distributive Education in Junior
Co] leges" Junior College Journal 16:355, 357, April 1946
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"some college training helpful"; in other v'ords, a bache-
lor’s degree is not required, but fev^r years of college is
an asset--a made- to-order place for the junior college
graduate.
In the same vein, Julia Cameron wrote
The demand in retail stores today is for
thoroughly capable workers. Stores can no
longer afford elaborate training programs for
their people. The junior college is in an
enviable position, however, to offer this
semi-professional training. Stores want bright
joung people, but the;^ want them to have the
fundamental training which will make them useful...
In the high school, the retail selling
courses are too elementary, and in the university
the business courses are too advanced (for retail
saleswork). \Vhere is the transitional step?
Miss Cameron believes the junior college is in an
ideal position to furnish this transitional step.
(Quoting from sta.tements she obtained from store
executives and merchandising instructors Miss Cameron
wrote
The student demand for retail training
courses is increasing because we ere gettlng^jobs
for the students. We can place more students
than we have, We place more in merchandising
than in any other line except secretarial.
Stores want trained college people because
they can promote them. They are fed up with the
dumbells. More money is kicked out the back door
by Indifferent and poorly trained salespeople
than is brought in the front door by advertising.
"^Julia Cameron "Junior College Training for Retail Store
Work" Junior College Journal 6:fl81, 282, March 1936
2lbid, 6:283
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The President of Armstrong College, J. Evan Armstrong,
speaking before the Northern California J\mior College
Association said:^
It is amazing to me to find that though the
problem of distribution has been generally recog-
nized as a major economic need, our collegiate
institutions have practically neglected it as a
line of study. We are not going to solve the
distribution problems in this area with general
courses in marketing. We must turn to the study
of salesmanship, advertising, and all those
other courses that deal v^ith the many subdivi-
sions of merchandising.
Thus is presented the attitude towards distributive
education of another leader in the junior college field,
A few months later, Jessie Graham in an analysis
of trends in junior college business education as reported
by fifteen junior college administrators, found a, tendency
towards offering more courses in selling and marketing.
^
An interesting list of business occupations for
which junior colleges should prepare students was
developed by L. A. Rlce.^
This list had a total of 21 different occupations
in which junior college graduates are placed--and 10, or
almost 50 per cent of these, are distributive occupations,’
Yet, further in this same report, in an analysis of the
ij, Evan Armstrong "Training and Outlook in Business
Vocations" Junior College Journal 7:85, November 1936
2jessle Graham "New Developments in Business Education"
Junior College Journal 7;32P, March 1937
A. Rice ^Content of Business Curricula" Junior




f*:i:; .•(-.troili^ bn;*: o4' o:< ^rrtspfvM a.t’ '!
-.^oeev’/
'4
<’XmivjV'£i f.r:.l /iO I ;jb Ma ‘to tut»l ioriq
'Xbo ,Lae;t o‘4ft:o^i>po i& ^•. « j • i ’
H SB 4.t bp^oaX^ori tcJ 0x4*10 evQd saoi^;/: t.Jeu:
orf4 avXuH C'4 '^rlo^ oon fie €»y/ .^bbxte lo enll
ip.'iocBi, i.i4iw eX {rt nl r,(i;oirfoiq npldudl't^aXL
vbxrxj.t; ©J.:t o:^ rij'^iJt;;^ ^f.xfxn ,;^n^:*t)>i*t»At*': ni D.o'eiiJOo
oAOiirf 11*3 ,<iXxi..-3nf'.!rtefiXfjE t'o
^.f \rSzcite ’^rr^jrr f*riV rfa ’•.v Cb^i:' poE^.:;/bv ‘lOii^o
.3itXsXt)x»Rrio''t«ai 'io ..n'llft
pvX^tiJcfMXBXb, r.x 'ij^vv )4 pXiL/7X;?^B wr'J- X>e4nas^^oiq spriT
.bl&ri oseXXor ‘iolrufl, ni. *ioi>.BeI I'orfrforu? lo i^oX;4aoA/i?d
s f.Rv Icn'.-. xin ni i oieePb ^*ic.4tiX fidcf/iojii wet A
be^'icqo'i. Be i.'iiqAO.yi/o Eaea.iripd' evolloo *IO^^u!f(, ;jt ^.OrTe'T.^ to
^onef'jrie^ « Jbfiij^t ^n*if):f iM-tfj^Xnlnsbe a.^eXXoo ‘lolnfxi, fieRdtit -^cf
^
.3aXdo3i*tr-jin bnc. ^fii.CI'Oe nX BSB^tiJoo 9‘*Offt ^nlMe^iio eb io'.v' .l
"ot srroi<4i3qijono eaeaxBx/d to dell ^r.’ fdBe*iec; a t r*A
Pfi’" tt uitfhu^r e*iBqe'tq X)Xiro,:B «j$<39lXoo 'foJtxrj/i, dbi;i/^
'
'
. '’.ooXK . . y'-.i beqoXevob
R*ioId r.Qrxooo dr^c?*ie?''t/p XSv to ladod e. X/flri Ip.ll ^ixfl
*To ^01 br.>^--r<eoft Cq Bedaxrbe*'-^* .e^aXXpo 'To.f.n/.Ji, .ioX/Xvir nl
J^=!; '•'iujBq^.’ooo ovXdxrdl'irtsXb e»Lfi to dneo X;5 JeowlB
>





eae>.(il.Bi.fti fit, AooSjuO b/ra -^n X/i Je'tT’v a^vE ."^.X
550-1 'xedTnQvcl'!! t56:? Xcfox foA e:^pI IC)D moJnSJu ^-ar. vcY
'’r;?X3i;-.obcrr' BB-^fiXc ./b oX £Jdne^rqo.Cevt-=i*i iv’avi” norfAriO
ViX^X' Xo'T'iX' X,-^n 'ijjc G *•:: -.a / ^ c /ra^ff*''!.
gfcjuoT, ”b r.jLroXTC*ii:C opbfAXp.s-f*. >' dred^'oO^^ ec-: , A
t
fc'SGX X/.'tqA-, lefiTjjo'' TrO
business curriculum offerings of 50 private junior
colleges in 1935-36, the author found only three distri-
butive courses out of a total of 27 offered. Twelve
per cent' of the junior colleges offered Advertising,
10 per cent Salesmanship, and 8 per cent Marketing,
Eighty- six per cent offered Bookkeeping and Accounting,
76 per cent Shorthand, and 76 per cent T^^pewritingJ
^
A hint of a discrepancy between what schools offer
and what students do after graduation was given by Paul
Mertz, He wrote:
2
A survey of what our graduates actually do
after leaving us is usually very enlightening and
a rude awakener in terms of what we did in school
to fit them in terms of attitudes, habits, skills,
appreciations and knowledge that are needed.
In this same paper, Mertz spoke of the need of
education in distributive fields:^
Retailing is desirous of course that the
young person who wdshes to enter distribution
shall have had vocational studies that fit him
for employment in this field.
From 9 compensation standpoint, the distributive
occupations offer much to properly qualified people.
llbid, 9:356
2paul A. Mertz ’’Junior College Terminal Education as I
See It—From the Standpoint of Commercial Life” Junior
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Most income schedules available at the present writing
are several years old, so that any attempt to quote
actual figures from them would not show a true picture.
However, a report recently publicized in Boston news-
papers is Indicative of the remuneration in the distri-
butive fields.
This particular report received newspaper space
because of the newsworthiness of the highest paid pro-
fession reported- -which will be evident!
Tills survey made in 1947, covered all graduates
since 19,33 of Michigan State College. The object was
to find what kind of work the former students were now








1 U. S. Army 13 t500
2 Retailing 53 438
3 Marketing & Sales 106 413
4 Industrial if/orkers 18 406
5 Office Personnel 1B4 328
Average Monthly Pay ;jji573
Unfortunately, the tabulation gave little specific
description of the positions reported. The actual article
dw^elt upon the surprising fact that the Army personnel
had the highest average Income. This is undoubtedly
^Boston Post
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because the 13 members still in the Army were all higher
ranking officers. For the purpose of this report the
significant facts are that the distributive occupations
ranked next to the Army in average pay and well above
the' others reported. Both this and the fact that 159
out of 374 graduates were occupied in the distributive
field show the importance of distributive education.
More reliable information was presented by the
Dartnell Corporation in 1946.^ They received informa-
tion concerning salesmen’s earnings from 487 leading
manufacturers and distributors. Here is the tabulation






In 1946 these 487 companies paid an average of ^200
monthly to new inexperienced salesmen and ^250 per month
to nevr experienced salesmen.
This same report gave many instances of experienced
salesmen earning ^500 and more each month, with sales
executives yearly incomes reaching well into 5 figures.
Such reports actually underemphasize the income
opportunities for salesmen, for they don’t show vhat
Ij, C. Aspley, "Selling Pays Off" Opportunities in
Selling
,
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happens to their incomes after the salesmen v;ln executive
positions. As Bill said:^
There is no good reason why any man who
enters selling cannot rise to the very top of
his concern. Many large and successful companies
are currently headed by men who came up through
the sales side.
Certainly there are few fields in which individual
ability is more easily recognized and rewarded than in
distributive work. A good selesman need never fear
being lost in a job where he can never have a chance to
prove himself. His sales record will speak for Itself,
and, as most salesmen’s remunerative systems are depen-
dent at least partially on commissions, his reviards will
be governed directly by his value to his company. Like-
wise an advertising man can prove his worth by his
ability to plan, write, or lay’- out inquiry^ getting or
sales producing advertisements.
Some experts in the sales field insist that a good
salesman will never know unemployment or poverty. Even
in depression times, they claim, when people in other
occupations sre being fired right and left, the salesman
can be his own boss, work entirely on a commission basis,
end sell. This, of course, is an extreine view, but it
^Bill, "Foreword" Opportunities in Selling, P. IV
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does Illustrate a certain independence that the salesman
does have. As Aspley saidtl
The successful salesman has an ability
which is readily marketable. Good salesmen
are always needed.
Or, as Donald B, Transill, Vice-president in Charge
of Sales, the Pepperell Manufacturing Co., wrote
On Tuesday, July 12, 1932, the greatest of
all depressions was raging. Millions of men were
out of work. Yet on that day several hundred
good jobs were offered in the Classified Adver-
tising section of The New York Times .
With jobs so scarce, it seems logical that
long lines of job seekers should have formed
that day outside the doors of the would-be
employers. But the next day--and the next
—
most of these jobs were still open.
Many selling jobs were open at the depth
of the depression. A good salesman can find
a job when many men, equally capable in their
own callings, walk the streets vainly in search
of an opening.
CONCLUSIONS
In this chapter an attempt has been made to show
the importance of distributive occupations and thus the
value of educating for them.
Many experts have been quoted to show that approxi-
mately 50 per cent of all high school and college
^Aspley, ’’selling Pays Off” Opportunities In Selling P. 28
^'Donald B, Transill, So You ^ re Going to Sell
.
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graduates are employed in the distributive field, that
in this field pay is better than average, and that so
far specific education in this area has been lacking.
The present tendency in colleges and schools is to
emphasize bookkeeping and secretarial courses while on
the basis of actual surveys many more graduates are
actually employed in distributive occupations.
IITnat are the junior colleges doing to supply this
demand for distributive personnel? Can a prospective
student desiring such education secure it in a junior
college?
An attempt to secure the proper answers to these
questions will be made in the following chapters.
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CHAPTER II
REVIEW OF RESEARCH IN THE STATUS OF DISTRIBUTIVE
Ti^' "JtyNloR'’(T5LLBGgS
There has been little research pertaining strictly
to the status of distributive education in junior college
It is generally necessary to refer to papers witten on
either of these;
1. Co-operative Education in Junior Colleges
2. Terminal Education in Junior Colleges
3. Business Education in Junior CollegevS
From these, some information applicable to distri-
butive education can be obtained.
.
For instance, during the year 1940 an important
study of junior college terminal education was undertaken
by the American Association of Junior Collegeso Its
Commission on J-unlor College Terminal Education made a
survey on this phase of education among the 600 junior
colleges throughout the country. An exiiaustive tabula-
tion of its findings was presented in the final report.
^
Therein can be found the status of junior college dis -
tributive education at that time.
The Commission found that out of the 443 junior
colleges reporting curricular offerings, 241, or 54 per
^Walter Crosby Eells, Present Status of Junior Colle.H.e
Terminal Education
,
American Association of Junior
Colleges, 1941
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cent, offered business courses. One thousand four
hundred and eleven students were enrolled in such course
Seven colleges, or 1.6 per cent, offered Merchandising
to a total of 290 students. Thirty-one colleges, or
7 per cent, offered Salesmanship to 395 students. Thus
2,8 per cent of all jiinior college business students
were studying Salesmanship, while but 2 per cent were
studying Merchandising.
An interesting trend in terminal offerings was
reported by the Commission. From 434 junior colleges
it obtained supplementary data to find courses added in
1939-41 that were not offered by them in 1938-39.
Here is a summary of the results that pertain to
distributive education;
1. Two hundred and forty- one colleges
gave business courses in 1938-39.
Two hundred and eighty- six gave them
in 1939-41. Increase; 41 or 17
per cent,
2. Thirty-one colleges gave vSalesmanship
in 1938-39; 34 gave it in 1939-41;
Increase; 3, or 9,7 per cent,
3. Seven colleges gave Merchandising
in 1938-39; 28 gave it in 1939-41.
Increase; 21, or 300 per cent.
Unfortunately, the figures for Merchandising may
be inaccurate. The commission said they may reflect an
inadequacy in the first questionnaire; Merchandising
was not listed in it. Thus some colleges probably
o
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listed it under the nearest appropriate subject rather
than write it in.
The Coimi;issicn surveyed the specific courses in
the various curricula offered in the business field. In
this survey^ 136 junior colleges reported they offered
business curricula. Seven reported giving major
curricula in Salesmanship and 5, in Merchandising,
The specific courses offered in connection with
the above curricula were reported by 131 institutions.
Salesmanship was offered by 46_, or 35 per cent; Marketing,
by 29, or 22 per cent; Retail Merchandising by 24, or
18 per cent; Advertising, by 21, or 16 per cent.
More junior colleges reported teaching distributive
courses in this part of the Com/aission’ s report than in
the first part. No comment was made on this variance.
The Commission reported briefly on the effect of
the George-Deen Act on junior college terminal curricula,^
It found that only 18 junior colleges in 5 states were
teaching distributive subjects under grants from this
act. The main reason given for this: the George-Deen
Act states that education given under its provisions
must be less than college grade.
llbid, p, 74
^Ibid, p, 29
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The Commission suggested that more junior colleges
can take advantage of this act (and also the earlier
Smith-Hughes Act) by having appropriate courses conform
to the five qualifications set up by the U.S. Office
of Education for courses of "less than college grade,"
These are:
1. College entrance requirements are
not prerequisites for admission,
2. The objective of the training program,
is to prepare for advantageous employ-
ment in industry,
3. The training program does not lead
to a degree,
4. The program is not required to conform
to conditions governing a regular
college course.
5. The Instructors meet all the provisions
of the state plans as to qualifications.
Another interesting picture of the status of dis-
tributive education in junior colleges was given by-
Rice. ^ His report showed the situation in 1935-36.
He listed 28 business subjects taught in 50 private
junior colleges, together with the percentage of these
colleges offering them. Here is the tabulation:
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Investment and Finance 12
Salesmanship 10
Marketing 8








Money and Banking 2
Real Estate 2
Life Insurance 2
This complete listing is presented here to show
the relationship of the distributive subjects (Advertising
Salesmanship, and Marketing) to all of the business
subjects— according to Rice.
It is interesting to note that the most common
distributive subject Advertising, ranked 11th out of 28,
with 14 per cent of these jimior colleges offering it;
Salesmanship and Marketing ranked 14th and 15th, respec-
tively. In contrast. Bookkeeping, the second place
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Typewriting were tied for third place, with 76 per cent
each.
A similar survey v'as made by Nunamaker^ in 1938-39,
She, however, attempted to secure information from all
the junior colleges in the United States, Four hundred
and fifteen responded to her questionnaire relative to
the status of business education. Of these, 281, or 68
per cent offered business subjects. This was somev/hat
higher than the 54 per cent reported b^ Eels,^ Nunaraaker
tabulated the percentage of these junior colleges that
taught each of the common business subjects.
She found that Typewriting, Shorthand, Accounting,
and Business Law were most frequently offered. She
states the following about distributive education;
Advertising, merchandising, marketing, and
salesmanship were offered in few junior colleges.
That’s all. The onl^ data pertaining to distributive
subjects are the following showing total enrollment;
^Beula Nunamaker, "Business Educetion in Junior Colleges"
Junior College Journal
, 12;90, October, 1941
^'Eells, Present Status of Junior College Terminal Education
P, 28
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Secretarial science subjects 11,959 9,232
Bookkeeping and accounting 6,293 3,363
General business subjects 4,464 2,404
Business law 1,866 1,072
Advertising, merchandising. 1,114 418
marketing, salesmanship
Business training 602 337
Advanced economics 394 462
Business organization and 383 218
administration
Miscellaneous 79 22
This tabulation is given in its entirety because it
gives information about the status of distributive sub-
jects in relation to the other business subjects offered
in Junior colleges.
In her recommendations, Nunamaker hinted of a possible
discrepancy between subjects needed and subjects actually
taught in the Junior college. She further stated:
A study of the table (reproduced above) in
the light of current literature raises the query:
is the heavy enrollment in secretarial science
subjects, and bookkeeping and accounting Justified
in the Junior college?
This she did not attempt to answer.
Approaching the problem from a different posltlon--
that of the employer--in March, 1956, Julia Cameron
reported an investigation on Junior college training for
retell store work.^ First, she analyzed the placement
^Julia Cameron, ’'Junior College Training for Retail Store
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possibilities for junior college graduates by interviewing
eyecutivevS in seven stores in the San B’ranclsco area.
She found that in 19-34 these stores employed a total of
3,938 people. Of these, 40 per cent, or 1580, could
have been 80 year old people.
Then she obtained from these executives information
as to the personality qualifications they would desire





































She then analyzed the duties and knowledge required
of such 20-year old employees both as to initial employ-
ment and later promotion. From this information, together
with the list of necessary personality traits, she designed
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They are as follows
;
1. For a young woman. Interested In selling,
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2, For a ^oung man who eventually wants
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,Mis3 Cameron recommends that the instructors in the
highly specialized fields have proper work experience
before teaching. This is "because so little of the
desirable content of these courses is in text book form.
From the above summaries of important research
studies that show the status of distributive education
in junior colleges, it was apparent that in the immediate
pre-war years distributive subjects were not common in
such Institutions. However, the study by Eells^ showed
a definite trend towards including them more often in
the curricula.
The latter chapters of this report will attempt to
show V7hat has happened since World War II.
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CHAPTER III
METHODS 0?'' SECURING DATA
In conducting this study of the status of distribu-
tive education in selected junior colleges in the United
States the following procedure was used:
A questionnaire, accompanied hy a letter of explana-
tion and a self-addressed stamped envelope, was sent to
100 selected junior colleges throughout the nation*
The following major problems were involved:
1. Selection of the 100 junior colleges,
2. Development of the questionnaire.
The 1947 Junior College Directory^ was consulted to
select the 100 junior colleges. It listed 648 junior
colleges, of which 447 were members of the Amerlcap
Association of Junior Colleges, This study was limited
to members of this association, as stated in Chapter I,
These 447 schools were listed by states, in alpha-
betical order. Starting v/lth the first, every fourth
one was selected until a total of 100--in 39 states
—
was obtained. This method of selection should insure a
representative cross-section of the members. The letter
and questionnaire shown on pages 49 and 50 , together
^Junior College Journal 17:197, January, 1947
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with a self- addressed, stamped envelope, vjere sent to
these 100 junior colleges.
Sixt;y one, or 61 per cent, of these colleges returned
their questionnaires. These 61, representing, 30 states,
were the selected junior colleges with which this paper
is concerned.
The questionnaire attempted to find out the following
information about the commerce offerings in junior colleges
1. "iAhat distributive subjects were offered
and by how many of these junior colleges.
2. The number of semester hours (or equiva-
lent) such courses were given.
3. The number of semester hours credit
given for these couTvSes.
4. At what school or college year level
these subjects were offered.
5. Distributive subjects in which the
students of these colleges may major.
6. Distributive courses required by
junior colleges.
7. Trends in junior college distributive
education,
a. What subjects were dropped
since 1945.
b. Vvlist subjects were added
since 1945.
c. What subjects the schools
expect to add next year.
8. The extent to which co-operative distri-
butive training w'as offered.
The development of the questionnaire presented
several problems. Several preliminary forms were written.
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but were found to be too long. After considerable experi-
menting, the final form { shovTi on page tO) was derived.
On this one-page check list all the desired information
cor.ld be obtained while simplicity of appearance was
not sacrificed.







These subjects were chosen because research Indicated
that these v;ere the most frequently offered distributive
courses. An opportunity was given for the colleges to
list additional distributive subjects.
An explanatory letter was v/ritten to comply with the
requirements of a good sales letter so that it would
obtain as niany replies as possible. An offer was made
to provide the responding college with a copy of the
results of the survey, and appropriate blanks were placed
on the questionnaire. This w^as an attempt to Increase
the returns. Fifty-one, or 83,6 per cent, of the replying
schools asked to receive a copy of the results.
In conclusion, it should be noted that an attempt
was made to secure much of the desired information from
junior college catalogues. However, many of those







’•V^J'V. .v'lC l oot e-: . r > .Wv*t •'T‘?v/ .trtf
l‘)!,U^4q no fvoif'i). ji-io***
no f ,1 Hriric'l.ai’ orf:r ILp, i.^tr f'i.'iJ nO
p.jdiv !):v h xo c^Id t bonlH^do ocJ jt .r-ron
. J'touE : >n
•,i




JbocJ-aD'iX)!! I doMB jr.s'i t^^uA'.h'^c fiepoilo >"',6',v '•JoBi.oue ©aociT
6v J djudi'i^c; ii) iD^ -.el'io v IcJuPtCi.y^'l ctnciri ©ric^ p'ia>v »?,srf^’ ^erfd
oc? Fii.‘
-^€' XXo^-t odd" 'lo'l '’it»vl;ji, e.f<vT vd If'fr.'f 'loaqo
.actos^cfia Qv XJ^roi j XbbG JpX.C
®rld d4Xv/ N.Xc^raoa od’ itoddXTiw fsavv* ledd^'X ^'xodBas u/V
fi)X:/'.''Vv ul jBifd os Eer<5p b ^i: ed-nenip-t !:!.i•^j^)^:





fiild 'Xo '^oof) ffu.tr/
.<-!^t»f.Xoo edd <45iv<’»-*q o;X
e>X'TeJ.cf ?»d£'lTqo':cq45 bax; odd lo i'.dXir^p’x
od dc/noijda riB pq// pAii' ©dct' ao
. V
©dd 'lo ‘'ic>q ‘' ,€8 'i': -'jd'XX'H .sa’Lav.Wj; ©rJ:'
,pjDj'ROrt ©/Jj 'lo \QOQ •T ©V'i'^oe'l od bp>^se BfoOriO':
\f q>jl© d d Tax' d-arf'd osdod ©d .bXjjorte dX ^noXsalonoo nX
ttto'i‘'l ao l:daf«i*io’laI
-Denlpeij odd lo liouj-j., od oXiP.ffl eav
ofcOjid lo ^r£©v5»v/oH .paurj^olBdfco d-^alXoo ^olnul
fiTJcl fcvl£rooJ,rfo bitB .--donciPJo n£ '^Iqqcra doa fc;Ib belbads
•f- •tr ^ i . ^ .. A 7
.
the answers needed. A.s a questionnaire v;as necessary
for the information about trends, it was decided to
obtain all of the desired information by this method.
A complete summery end comxjilation of the results
of this surve;y will be found in the remaining chapters
of this report.
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,
G. L. Roberts, Jr,
Strait smouth Way
Rockport , Mas sachu setts
To the Registrar?
Your college has probably carefully considered
the pros and cons of offering courses in distributive
education.
The status of education in this field is a fre-
quent subject of discussion in the educational journals.
Some experts say there is a gross neglect of distribu-
tive education; others say that too much emphasis is
now given it.
So far, little comprehensive information regard-
ing its status among junior colleges as a whole has been
available
.
To complete a summary of the exact status of dis-
tributive education in junior colleges, I am sending a
questionnaire to selected schools. Your copy is en-
closed.
I will greatly appreciate your spending a few
minutes to ansv^er it. You need not mention your col-
lege unless you desire a copy of my summary of the re-
sults. If you ^ indicate your school, I will not use
its name.
You may use the enclosed postage-paid envelope.
Thank you for your cooperation.





QUESTIONNAIRE USED IN SURVEY
1. Please answ<
^0 the right of
questions asked
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The primary objective of this survey was to determine
the status of distributive education in selected junior
colleges throughout the United States.
In the 1947 Jimior CoQlege Directoryl there are
listed, ali)habe tically by states, 447 members of the
American Association of Junior Colleges. From this list
every fourth one was selected until a total of 100, in
39 states, was obtained.
To the registrars of these 100 junior colleges the
letter and questionnaire shown on pages 49 and 50 were
sent. Sixty-one, or 61 per cent, in 30 states, returned
this questionnaire. These 61 junior colleges are the
ones with which this report is concerned.
The information obtained in this survey has been
presented in the 12 tables in this chapter. In some
cases the individual figures in the tables do not add
up to the totals shown; this is because some of the
returned questionnaires were not filled out completely.
Vfhenever course credits were reported in terms of
other than semester hours they have been converted
arithmetically into semester hours.
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The results of this survey are summarized in Table
II on page 53. It was found that 32, or 52.5 per cent,
of the junior colleges selected offered one or more
distributive subjects. Twent;y-nlne, or 47.5 per cent,
offered distributive subjects.
Eleven different distributive subjects were reported
Of these. Salesmanship, with 24, or 39,3 per cent, of
the schools offering it, was the most popular. Adver-
tising, with 16, or 26.2 per cent, and Marketing, with
15, or 24.6 per cent, giving it, ranked second and third,
respectively. Retail Store Management, reported by 12,
or 19,6 per cent, and Retailing, taught by 11, or 18
per cent of those replying, ranked fourth and fifth.
As 9, or 14,7 per cent of the reporting schools
indicated it v;as offered. Merchandising was the least
popular of the frequently reported distributive subjects.
Eight, or 13,1 per cent, of the junior colleges
stated they have co-operative education in distributive
subjects. In Table IX, on page 64, there is an analysis
of the replies to this question.
It was found that five, or 8.2 per cent, of the
schools required one or more distributive subjects of
all business students, A detailed summary of their









<jIt^.T ni bai-'it^.voje t**iH 't<*v>rir6 'ic <a>
^tftxeo ';:«5iq .^d '(O Jft/ld Uujol .'I ,od o2#«q i .•
ft'JiXTJ *I(; duo » '» ?'




/ «• A I
, 6i^:^*ioufe*n u'lt'w R^i'.’^'.dua t'> 't^vpIV
'Ifj ^i»o rj. J:, <Tu
,
i*fi dit-’w ,4lilfiriJ^taB«)r«^ ,B2oriJ tO
-'l»VX>A ,ttiXy<i‘'.vC; 0:^ j Bftin/' ci-i -* '- io B.Cuorf*ja ©dd
1^
/idlw x-iw ••.w'-' io ,ciX d-'^X-.v ^''.XeXd
bpcceB Jhdilnfln tdX 'ton . . ‘lo
/iil (,d X> 5aT:oc6'i « j.iexttfrjjiaMAiii v:oj£ liev'^tT-; . ^ *,r-vlv O0<'i3«''i




[dxi'J. i:>na rL-'scjol ^IqeT aer-.'d "o dr.an 'ivo
li






dc tiSt. Aitd TPJV
,
•jyT^/tlo exiv^ ^9dtiC'i; .'iI
ii'j''i^,f>do<»t.cft/s ev ' w i^odir^qo'i \il edd /to 'rrloa/.q
p.ft^oXIox^ 'lotjp.f’, p'fcr lo ,drcoO ^.i.1 »ii < ‘n
P
ov-bdixU'^deli: pi iiold«0ijf)o »v>;:i-£'ix'40 -o.*:: y'/tiii; r;t) <A iiedada
1 RluT^rea^ riii (iiedo ac ».XI ''>Id&T pI
I





//' ftdd, to . ‘leq: 'ic ,»vlt Jnixot ».r.'v j{
i- to adoo.,//n< ^7i.dooI'^Je.i^ d'iofc ‘Vo '^ni' b«Ti*;.oo‘-i sloorfoe
j;^
nt-ijrft 'to iTXjmi-fs A .^.:ui&LVoa dt^^^rrleircf .ISa
.c»d no X *X<i4:.T 'nl ‘•‘>’orU wl aoiloeT
TABLE II
Surtu'flary of Results of Survey
Percent
Total age
Questionnaires sent 100 100,0
Questionnaires returned.,... 61 61.0
States to which questionnaires were sent.. 39 100.0
States from which questionnaires were
returned 30 78.8
Junior colleges offering no distributive
subjects 29 47.5'M-
Junior colleges offering distributive
,
courses • 32 52,5
Junior colleges offering Salesmanship..,.. 24 39,3
Junior colleges offering Advertising 16 26,2
Junior colleges offering Marketing 15 24,6
Junior colleges offering Retail Store
Management 12 19,6
Junior colleges offering Retailing 11 18,0
Junior colleges offering Merchandising.... 9 14.7
Junior colleges offering co-operative
distributive education 8 13.1
Junior colleges offering Commercial Art... 1 1.6
Junior colleges offering Retell Sales
Promotion 1 1.6
Junior colleges offering Buyrtianship 1 1.6
Junior colleges offering Credits and
Collections 1 1.6
Junior colleges offering The Small
Business Enterprise 1 1,6
Junior colleges requiring one or more
distributive subjects of all business
students 5 8,2
Junior colleges adding distributive
subjects since 1945 5 8.2
Junior colleges dropping distributive
subjects since 1945 2 3.3
Junior colleges expecting to add
distributive subjects next year 4 6.6
•M-The following percentages are based on the total
of 61 replies received.
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The last three items in Table II indicate the trend
in distributive education in the selected colleges. Five
or 8.2 per cent, reported adding such subjects since 1945
while tv'o, or 3.3 per cent said they had dropped them
since then. Four, or 6.6 per cent, expect to add them
next year, A breakdown of the subjects added, dropped,
and expected to be added, is found in Tables XI, XII,
and XIII, on pages 66 and 67.
SALESMANSHIP
Table III, on page 55, analyzed the data pertaining
to Salesmanship, It was the most frequently offered
subject, as it was offered by 24, or 39,3 per cent, of
those ansv/ering the survey. Three semester hours of it
were generally given--13 reported this. Four gave it
2 semester hours and two gave it 4 semester hours. Nine
have it at both freshman and sophomore level, and seven,
at the sophomore level. Tliree institutions required it
of all business students, while tw'o offered it on a
co-operative besis. Its trend is upward among these
colleges, for two have added it since 1945 and one
expects to add it next year,
ADVERTISING
Advertising, the second most common subject is
summarized in Table IV, on page 56, Sixteer^ or 26,2






Answered survey 61 100.0
Offered by 24 39.3
Offered 4 semester hours by 2 3.3
Offered 3 semester hours by 14 22.9
Offered 2 semester hours by 4 6.6
Offered at high school level by 2 3.3
Offered at college freshman level by.... 5 8.2
Offered at college sophomore level by... 7 11.5
Offered at both college freshman and
sophomore levels by 10 16.4
Required of all business students by.... 3 4.9
Added since 1945 by 2 3.3
Co-operative education in Salesmanship
offered by 2 3.3
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Answered survey . 61 100.0
Offered by . 16 26.8
Offered 6 semester hours by . 1 1.6
Offered 3 semester hours by . 9 14,
S
Offered 2 semester hours by . 3 4.9
Offered at college freshnan level by, .
.
. 4 6.6
Offered at college sophomore level by. . 5 8.2
Offered at both college freshman and
sophomore levels by . 7 11.5
Required of all business students by... . 1 1.6
Added since 1945 by . 2 3.3
Co-operative education in Advertising
offered by . 1 1.6
Offered as a major course by . 2 3.3
Other related subjects reported:
Commercial Art offered 2 semester
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Salesmanship, It was most frequently given three semester
hours, for 9 advised they gave it to that extent. One
offered it six hours while three offered it hut two hours,
/Vgain, like Salesmanship, it v/as mOvSt often offered at
both freshman and sophomore levels. And it Is being
offered more frequently- -two added it since 1945, It
was interesting to note that ?, junior colleges offered
it as a major course and, except for Retailing and
Merchandising, it was the only major course reported,
MARICgTING
Next in popularity came Marketing, reported by 15,
or 24.6 per cent, of the schools. Like the above two
subjects, it was generally offered for three semester
hours--8 stated they gave it this amount of time. Pour
gave it for two semester hours. Here, the pattern
changes somewhat: this subject was offered most often
at the sophomore level rather than at both the freshman
and sophomore levels-- seven recorded it at the former
level, and six at the latter. One added it since 1945
and another expects to next year, so it Is being offered
more frequently. Table V, on page 58, shows at a glance
the Marketing situation.
R^TTAIL ST0R5 MANAGEMENT
Table VI, on page 59, summarizes the information
reported about Retail Store Management. Tv-elvo, or 19.6
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Offered 3 semester hours by
Offered 2 semester hours by . . . .
Offei^ed at college sophomore level by.,*
Offered at both college freshman and
sophomore levels by
Added since 1945 by
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Retp.il Store Management Summary
Answered survey
Offered by
Offered 3 semester hours by
Offered 2 semester hours by
Offered at high school level by
Offered at college freshman level by.
. .
.
Offered at college sophomore level by, .
Offered at both college freshman and
sophomore levels by
Added since 1945 by
Expected to be added next year by
Co-operative education in it offered by.
Other related subjects rerjorted;
Buymanship offered 3 semester hours
by
The Small Business Enterprise
offered 2 semester hours by...
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per cent of those answering, reported that they teach it.
Again, three semester hours was the most frequent amount
to offer of it— four gave it to that extent. And four
stated it was presented during the college sophomore year
at their schools--the most frequent time reported. One
indicated they have added it since 1945, and another,
that they expect to add it next year. Fifty per cent,
or six, of those that checked this subject have co-opera-
tive training in it,
RSTAILING
Table VII, on page 61, presents a summary of the
reports about Retailing. Eighteen per cent, or 11, of
those answering have it. Of these, 6 said they give it
for three semester hour8--again the usual time . It was
offered as frequently at the sophomore level and at both
the freshman and sophomore levels--four indicated each.
This was a major course at one of the junior colleges,
and it has become more popular in recent years. Two
have added it since 1945, although this is offset some-
what by the one that dropped it in the same period;
however, one is expecting to add it next year.
MERCilANDISING
Tabulated in Tabile VIII, on page 62, is a summation
of the data about Merchandising. Reported by 9, or 14,7
per cent, the usual amount of it given is 3 semester
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Offered 3 seinester hours by
Offered 2 seinester hours by
Offered at high school level by
Offered at college freshman level by. , .
.
Offered at college sophomore level by...
Offered at both college freshman and
sophomore levels by
Dropped since 1945 by
Added since 1945 by
Expected to be added next year by
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Offered 9 semester hours by 1
Offered 4 semester hours by 1
Offered 3 semester hours by 5
Offered at college sophomore level by. .
.
4
Offered at both college freshman and
sophomore levels by 5
Required of all business students by. .
.
1
Dropped since 1945 by 1
Added since 1945 by 1
Expected to be added next year by 1
Co-operative education in it offered by 1
Offered as a major course by 1
Other related subjects reported;
Retail Sales Promotion offered 3
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hours--5 gave it that many hours. One of those reporting
taught nine semester hours of it. Five offered it at
both the freshman and sophomore levels, although four
said they have it at only the sophomore level. One
required it of all business students, and in one Junior
college the students may major in it. One has dropped
it since 1945, one has added it in the same period, and
another expects to add it next year. There is co-opera-
tive education in it at one of the schools.
CO-OPERATIVE EDUCATION
An analysis of co-operative distributive education
in these 61 Junior colleges is found in Table IX, on
page 64, Eight, or 15.1 per cent, indicated they had
such education, and co-operative retail education was the
most frequently mentioned. Co-operative Retail Store
Management was reported by 6, or 75 per cent of those
giving co-operative education. Other subjects mentioned
were: Salesmanship, Advertising, and Merchandising,
Generally, these schools gave 2 or 3 semester hours
credit for this type of subject, while one gave 12
semester hours credit and another, one semester hour.
Two indicated they have it at the high school level,
and three, at the college sophomore level. One reported
giving it at both college freshnisn and sophomore levels.
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Answered survey 61 100,0
Offered by 8 15.1
Offered In Retail Store Management by... 6 9,8
Offered in Salesmanshl.p by 2 3.3
Offered In Advertising by 1 1.6
Offered in Merchandising by 1 1.6
Twelve semester hours credit given by... 1 1.6
Three semester hours credit given by.... 2 3.3
Two semester hours credit given by 2 3.3
One semester hour credit given by 1 1,6
Offered at high school level by 2 3,3
Offered at college sophomore level by... 3 3,3
Offered at both college freshman and
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Five, or 8, 2 per cent, of those answering indicated
they require one or more distributive subjects of all
business stiidents. Of these, 3, or 60 per cent require
Salesmanship, Advert! sing , and Merchandising were reported
required by one school each. The answers received that
relate to requirements in distributive education are
outlined in Table X, on page 66.
TRENDS
In Tables XI, on page 66, XII, on page 67, and XIII,
on page 67, are shown the trends in distributive education
in the 61 Junior colleges investigated in this study.
In Table X it is Indicated that five, or 8,2 per cent,
have added this type of education since 1945, Advertising,
Marketing, and Retailing were reported added by two each,
wfhlle Merchandising, Retail Store Management, and Market-
ing were added by one each.
Opposing this, in Table XII it is apparent that two,
or 3,3 per cent, have dropped distributive subjects
since 1945, These were; Retailing, eliminated by two,
and Merchandising, by one.
The immediate future for distributive education as
contemplated b^ these schools is disclosed in Table XIII,
Four, or 6.6 per cent, expect to add courses in this
field. Once in the category cf "exjject to add next
year" are: Marketing, Retail Store Management, Retailing,
and Merchandising,
-
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Answered survey 61 100.0
Requiring at least one distributive
subjects of all business students.. 5 8,2
Salesmanship required by 3 4,9
Advertising required by 1 1.6
Merchandising required by 1 1,6
TABLE XI




Answered survey 61 100,0
Added di strlbutlve subjects since 1945., 5 8,2
Sclesmanshlp added by 2 3,3
Advertising added by 2 3.3
Marketing added by 1 1.6
Retail Store Management added by 1 1,6
Retailing added by 2 3,3












[a - ev'XLfp." be'tewBrrA ^
tfc tifio r^F'ao'^ '^ni’tXupsfl -






.-^cf bs.-'i ^.f/pe’i tjLxi.^’; n.''f«?;e.X'^B









•a* 0 ' '




ec- ,c>JXo'' 'Sc^iWL • • - ...
..^dOTj^
^-i
CO T-ivS ~ a ; '
j
0,001 \.3V*^iL’p; -v '•'‘.I »*.•£.nA
avj c^A/A i>: fctbb/ ^,-.
5 ri q, t d5 1 i nf , 9 1 38 >,
'
5 ^;r^ j -: :• Oq- ,-r;iaX<r'iP'»;*^A;
'"d Le'i>6i' ctrT'^f<''^tiftni.J^' ('“'low? XXIwX^a'I ' ;•
^cf L‘)bLi3 ^alllSAj vR. *'’, f.
TABLE XII





Answered survey 61 100.0
Dropped distributive subjects since 1945 2 3.3
Retailing dropped by 2 3.3
Merchpndislng dropped by 1 1.6
TABLE XIII
Summary of Distributive Subjects Expected




Ansv/ered survey 61 100.0
Expecting to add distributive subjects
next year 4 6.6
Marketing expected to be added by 1 1.6
Retail Store Management expected to be
added by 1 1.6
Retailing expected to be added by 1 1.6
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In the above paragraphs and tables of Chapter IV
the complete results of this study have teen presented.
The percentages reported did not attempt to reflect the
percentages for all junior colleges in the United States-'
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This study was concerned with ’’The Status of Distri-
butive Education in Selected Junior Colleges.”
Its purpose was to determine the extent to which
distributive education was offered by selected junior
colleges and what courses were given under this
classification.
In Chapter I, the technical terminology^ used in this
study was defined, Also^ a list of the common distributive
subjects was given. Then, the need for distributive
education was shown. This was done by reference to the
writings of several educational leaders and businessmen.
The opportunities available for distributive trained
personnel were indicated.
Recognizing the need for distributive education at
the junior college level, this study was concerned with
the extent to which the junior colleges fulfilled this
need.
Chapter II reviews the research that others have
completed in this field. It showed to what extent
distributive education has been offered by junior
colleges in the past.
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The datfi concerning the status of distributive educa-
tion in the selected junior colleges under consideration
\tere obtained by the following means: first, 100 of the
447 members of the American Association of Junior Colleges
were selected b^ picking every fourth one in the alpha-
betical listing by States in the 1947 Jimlor College
Directory.! Thus, an arbritrary list of 100 junior col-
leges in 39 States was obtained. To the registrars of
these 100 Institutions were sent the letter and question-
naire shown on pages 49 and 50. Sixt^'-one junior col-
leges, or 61 per cent of those to which questionnaires
were sent, completed and returned their questionnaires.
From these questionnaires the responses were recorded,
tables were compiled, and the results analyzed and
discussed.
There follows a siommatlon of the findings of Chapter
IV, together* with a comparison between these data and
that of previous studies mentioned in Chapter II.
Thirty- two, or 52.5 per cent, of these junior colleges
reported offering one or more distributive subjects.
It is Interesting to compare this with Nunamakers’
survey in 1938-39 (see P. 39). She gave no figures as
to the percentage of junior colleges offering distributive
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She dismissed these subjects by merely steting that
they were offered in few junior coll eges--after she
listed In detail the other subjects offered. She does
give a breakdown of the number of junior college students
enrolled in these subjects, but these figures cannot be
compared with the results of this survey.
In the rjrevious chapter it was shown that Salesman-
shixJ, offered by 39,3 per cent. Advertising, by 26,2 per
cent. Marketing, by 24.6 per cent. Retail Store Manage-
ment, by 19,6 Tjer cent. Retailing, by 18,0 per cent, and
Merchandising, by 14,7 per cent, ranked in that order of
popularity as distributive subjects in the junior college
surveyed. In its 1940 investigation, the Commission on
Junior College Terminal Education of the American Associa
tlon of Junior Colleges (see F. 34) found that the follow
ing ranks and percentages existed among 131 junior col-
leges surveyed: Salesmanship offered by 35 per cent.
Marketing, by 22 per cent. Retail Merchandising, by 18
per cent, and Advertising, by 16 per cent. While the
ranks can be compared, the percentages cannot be, for
the Comiriission’ s 131 colleges v;ere selected because they
offered business subjects. That, of course, is not true
of this survey.
In the same investigation, the Commission reported
that of 443 junior colleges (not selected by specific
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curricular offerings), seven per cent offered Salesman-
ship, and 1,6 per cent. Merchandising, These figures can
be compared with 39.3 per cent and 14,7 per cent, respec-
tively, found by this present survey of 61 junior colleges
also not selected b^ specific curricular offerings.
Another interesting indication of the status of
certain distributive subjects in junior colleges was
made by Rice in 1935-36 (see ?. 27). He Investigated
the curricular offerings of 50 private junior colleges.
His findings v/ere that Advertising was offered by 14 per
cent. Salesmanship, bj 10 per cent, and Marketing, by 8
per cent. This is in contrast to this report’s findings
of Advertising, with 26.2 per cent reporting, ranking
second to Salesmanship, with 39.3 per cent, and Marketing,
with 24.6 per cent reporting. In both surveys Marketing
was the third most prevalent distributive subject and
was only 2 per cent lower in popular! tv than the second
ranking one.
Co-operative distributive education was reported by
eight, or 13.1 per cent, of the 61 junior colleges inves-
tigated in this present survey. As might be expected.
Retail Store Management v^as the most comiTion subject in
which this type of education was reported. Further inves-
tigation probably would disclose that the other co-opera-
tive subjects given--Salesmanship, Advertising, and
--V; . a
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Merchandl aing--were taught from the retail point of view.
An examination of several catalogues sent with the returned
questionnaires indicated this. In only one case was
co-operative education given more than the usual 2 or 3
semester hours credit, in that one school 12 hours credit
was given for it.
These answers did not indicate whether this training
was given under the George-Deen Act, so they can’ t be
compared closely with the results of the previously
mentioned survey by the Commission on Terminal Education,
It found that but 18, or 4 per cent, of the 443 junior
colleges it investigated were teaching distributive
subjects under this act.
The Commission revealed the trend* in junior college
distributive education when it reported that 31 schools
gave Salesmanship in 1938-39 and 34 offered it 1939-41--
an Increase of 3, or 9,7 per cent. This present report
shows that 24 of the colleges selected offered Salesman-
ship in 1948, and that 2 of these had added it since
1945, This is a gain of 9.9 per cent in that perlod--a
figure close to that of the Commission’s,
Because of a suspected error in their Merchandising
gain figures, no attempt to compare the two Investigations
in this respect will be made. Of the five, or 11,4 per
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Subjects^ one reported Merchpndis5.ng; however, Salesman-
hsip, and Advertising were the most comirionly indicated
added sub jects--while neither was in the "expect to add"
category,
A definite upward trend in distributive education in
these particular junior colleges was indicated. For 11,4
per cent has added such subjects since 1945, while 6,6
per cent expects to add one or more next ^ear. Of course,
it is Important to mention that 3,3 per cent has dropped
distributive subjects since 1945. It was Interesting to
note that Retailing and Merchandising were the only sub-
jects dropped, but they were among the four that are
expected to be added.
Five, or 11,4 per cent, of the schools said they
required at least one distributive subject, but as no
previous surveys covering this were cited, no comparisons
can be drawn. Similarly, no prior reference to the oppor-
tunities for majoring in distributive subjects was made;
the vprevious chapter’s tables show that in this survey
three major courses in this field were reported: Adver-
tising, by 2 junior colleges. Retailing, b;y one, and
Merchandising, by one.
For a final comparison, it is Interesting to consider
Cameron’s stud^ of a proposed retail training program for
junior colleges (see P, 42,43). Her ideal course for
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girls interested in selling includes, among other things,
three hours of Salesmanship, three hours of Store Opera-
tion, and three hours of Retail Advertl3ing--all at the
freshman level; at the sophomore year she includes;
Marketing, 3 hours. Actual Salesmanship, 3 hours. Store
Practice, 5 hours. Retail Bu;ying, 3 hours, and Merchandise
Information, 3 hours. For boys, she recommends: at the
freshman level, vSalesmanship, 3 hours, and Store Opera-
tion, 3 hours; during the sophomore year she would have
them take: Marketing, 3 hours. Retail Salesmanship, 3
hoiJirs, Retail Buying, 3 hours, and Store Practice, 5 hours.
The timing and semester hours reported for the dis-
tributive siabjects m.entioned in this survey compare
unfavorably with the above. For instance, Cameron would
have 6 hours of Salesmanship, whereas the most common
amount of time for this subject reported here was three
hours. Further, she wanted 5 hours of co-operative educa-
tion (Store Practice) compared to the 2 and 3 hours most
often reported by the junior colleges Investigated here.
Few of the 61 schoolvS gave as large a variety of dis-
tributive subjects. However, it is well to remember
that her ideal program was for a school having a major
course in Ret8iling--only one, or 1.6 per cent, of these
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In Chapter I, the need for distributive education
at the junior college level v/as shov.Ti. Chapter II indi-
cated that little was done before 1941 to assuage this
need. However, up to this time there was an increase in
the frequency v;ith which distributive subjects were
offered by jun.ior colleges.
This survey shows that among 61 junior colleges this
increase has continued. Thbse colleges reported offering
such subjects to a greater extent than was shown in pre-
vious siirveys. In factj slightly more than half of them
taught them in 1948. And the trend is still upward.
Unfortunately in few of these schools can students
major in distributive occupations. And few of the 52.5
per cent that do have this t^pe of subject have more than
one. Generally, the one they ^ have consists of 3 hours
of either Salesmanship, Advertising, Marketing, or a
subject in the retailing field. This, of course, is a
start in the right direction.
However, a prospective student desiring to enter a
distributive occupation generally cannot exqject to receive
sufficient education in this area in a junior college.
That certainl;^ is true of the 61 schools studied in the
preceding pages, and it is believed that these are a
reasonably representative sampling of junior colleges--
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a sampling that, if it errs, probably errs in favor of
schools teaching distributive subjects. This is because
such schools would have more interest in a survey of this
type and thus would be more apt to return the questionnaire.
Before this s tud0nt--and, where guidance is func-
tioning properly, there should be thousands like him--
can receive the education he needs, more junior colleges
must have major courses in this field. Wliere that is not
feasible, a larger number of colleges must offer several
courses in Salesmanship, Advertising, Marketing, and
Retailing.
Distributive occupations do not require the years of
education demanded of the doctor, engineer, lawyer, or
musician. Therefore the junior college’s two years are
ample to start the student up the ladder of distributive
success
.
Let us hojpe that the trend Indicated in this report
vtIII be continued.
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